By Robert E. Taylor Jr.

n 1987, alter being in
real estate for 19
vears, 1 found myself
i anew office and a
nen city, Like any sales-
person blazing new ter-
ritory, I had no sphere
of influence, no farm,
and no special knowl-
edae of the area, T was
up to me to ligure out
how to succeed in that
new market.

The market was
tast. There were no ex-
pireds and fow FSBOs.
To get started, 1 lnew ]
had to rely on two activi-
ties: farming and cold-
alling,

But whon should [

map. {Tip: Everyone
wants the preminm
properties. but there’s
lots more turnover in
moderate markets.) 1
photocopied a map of
my area and used the
cross-reference divec-
tory to identily resi-
dents’ names, ad-
dresses, and phone
nubers a quarter
mile at a time. That
way, you avoid the 1-
have-time-but-don’t-
know-where-to-call
gune. Aud with namoes

and addresses in front
of you, vou can't use
another excuse: “Some-
ane’s using the cross-

call? And how? relerence directory.”
[ts nol that difficult, really. You must overcome Your map also provides a tangible sense of accom-
vour biggest enemy, procrastination: identify vour mar- pl]shmentmm{e vour progress by striking out each
ket area (1 picked a 36-squure-mile section of town,  quarter mile you've covered.
which | tackled in guarter-mile inerements): establish Next, set short-teym goals regarding how many
short-term gouls; and deternine when to call, what to say, munbers vou'lt call, streets vou'll cover, or minutes
and how to follow up. Most tmportant, you want to know vou'll ‘?pl;‘ml cold-calling helore vont take a break, Don't
that you're getting paid for the time you spend cold- interrupl your phoning Lo write thank-you notes to
calling tsee “Farn $25 per Hour Cold-Calling,” page 30). some of the people you've called. Writing five thank-
VOIS ISTVE a8 Pr oductive as making 40 calls.
The Aules for a Very Sericus Bame To establish momentum, dial at least five numbers
Ouee vou lay claim to your calling territory, plot it on a before vou lake a break. Also determine how many calls

With the propoar oailing rogfiman,
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vou'll make that day. T ound that 3040 calls we a good
ke of thumb, Se'is selling aside one hour a day, five
davs a4 wecek, to make those calls.

Since your call will probably interrupt people,
pick a time to phone when thev'd be least likely to be
annoved by such a call § found that between 100 .
andl 400 v works well, though many people fregnently
aren’t home,

Although T might have penetrated a bigger share of
the area il 1 had L.IN(—‘(I in the evening when more
people were home, Vi also have reached a larger per-
centage of people who weren't receptive to myv call.
{Brush up on the Telephone Consumer Protection Act,
which regulates phone solicitation, See “Stay Owt of
Legal Trouble When You Cold-Call,” Real Estate
F(;dm March 1994, page 18,

Bet the Mood with Scena-Stealing Dialogue
What vou say when you call is av important as how yon
plot vour mlimu strategy. Approach cold-calling with
the proper menmi attitude: You're a }_nufemonal whao's
trving Lo help people.

Introduce vowself: “Hello, Mr Jor Mrs.] Smith.
o Bob Tavlor from ABC Realty. How are vou today?”
TFhen pause to see whoether the pmspeets Are ml}imf ¢!
tall to you, If they tell vou vour call is poorly timed,
EXCHSE YOUTSe H mld end thv o il Hﬂln(‘(l‘ldl’t"l li you

tw Hne w ]mt!mr }011 :m(r]ut lmow of any pf:npie uho are
thinking of selling their Tonse.”

Omn some oceasions. such as when pm')pk‘. responded
to v call with “What do you want?” { found Lhat a
straightforward approach also works: “The reason I'm

alimd is, quite franklv o drum up some business. Do
VULt know of any peop le who might be thinking of sell-
ing their honse?” People seemed no less rea f”'pi]w’ Lo this
tack than o the formoer and in some cases they cornpli-
mented me for my efforts.

Regardless of the response to vour first question,
abvavs ask one more: “How aboul vourself?” I wag
amazed at how frequently 1 received a no to mv fiest
guestion. only to find that T was actnally ta]kmv to
someone who was thinking of selling,

And by asking the questions in this order; vou give
homeowncers a L‘hdllt() to decide whether they like you
well enough to tatk (o vou.

Alter vou've asked these questions, end the cal
unless the person seems willing to continue the conver-
sulion. Such comments by prospects as, "Where would §
go?" or, “Il'T think of someone, Pl mention vour name,”
are good lead-ins to a longer dialoguc. To the last com-
mient, vou could reply. for instance, “1 appreciate that.
Would you mind if I stopped by to drop off some busi-

ness cards or mailed some to vou?”

i thev tell vou, "We like it here.” vou could say,
“You live in a nice neighborhood, That’s one of the vea-
sons I'm calling owners in vour area. What in particular
do vou like aboui #2” That will hel PP vou learn more
about vour farm, which may be iw]phzi il you mect a
buyer whe's interested in the arca Or, you niight be
able to work market information vou'e i&u nel hum OB
cald call into your next. In any ease, vou increase the in-
formation you can use in extemporutesus conversations,

Be prepared lor some other cold-calling sitvations.
too, When vou gel an answering wachine, abwavs loave
& message, Tt never hurts to pmch( € yonr spwf And a
message cmmm as u contact, since you've still imanaged
to get vour name across (o those )mpip

What f tec CNAZETS answer—assuming vou're able to
deduce that status over the phone? That also counts as a
conlact. Ask them whether tlwn parents have ever con-
sidered moving, and leave 1 messs e with them. How-
ever, if younger children answer the phone, don't apset
them by asking questions or encowaging them io talk to
YOI, STFAnger.

i Told You Never to Call Me Here

Just aceept it. You'll encounter
rude people, Dot worry about
them. There are too many reeep-
) tive homeowners {or vou to dwell
On any one negative eall. Refocus
vour t]mugltts this way: Fverv
time you eneomiter somoeone
with whom vou can develop rap-
port, vou positively reinforce
vour cold-calling activity even if vou don't get a listing or
sales lead from that person. And vou have someone new
to add to your sphere of influcnce, which should be

PR

vour pritpary source of business.

After the Calling, but Before You Call it Quits
Onee vou hang up the phone, vou should

» (Quickl *jot down notes on the conversation—for
mdmpl “Has been a neighhorhood resident Tor 20
yeurs.” or, “Transteree, ]u:,t moved in, Might be mov-
tng mal in a {ew vears™—so that vou can follow nup with
a tailored thank-vou note.

* Make vour next call,

Once vou've called all the leads in a quarter-mile section
of town, reward yourself with a coffee break, u piece of
candy, lanch, or whatever else will allow you to yeturn
to the phone refreshed. 1t takes tine }.)(rft)re vou'll see
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FARN $25 PER HOUR a
COLD-CALLING

any monetary results from cold-calling, so you necd im-
mediate positive reinforcenient. Without it. youll quit
or find so little enjovment in cold-calling that your fack
of enthusiasm will rub off an the people yon phone.

After yowve rewarded yourself. look up the next
bateh of phone nunbers while you're still agiow from a
job well done.

Thers's More o
Cold Calis than Just Vatk
Dot expect people to remen-
ber vou froms one phone call, A
brief thank-vou note with a
couple of business cards is a pro-
fessional way to follow up. Bul
don't stap there. After vou send
the note, call those people to make sure they got it and
to confivm that vou're ditferent rom all the other sales-
people whao've called them helore: “Hi. This is Bob
Tavlor with ABC Realty. 1 talked with you the other day.
I'm just checking on the U.S. mail to make sure you got
mv note.”
That’s Uiree contacts within aboul a week—-all from
someonc who wasn't pressing them tor their business.
If people ask vou to sendd or drop off some of vour
Inisiness cards, don’t act too eager by saving vou'll be
vight over. Try to make an appoinhuent to visit them
within a few davs: “TH be in the avea on Tuesday, or
would Wodnesday be betler?” (Notice that yo're k-
ing it easicr for them to answer yes than ne)) 1f you do
visit, kee)r it brief and abwayvs sened a thank-vou note.
Once vou add 200 names to your sphere-of-
nfluence list, send out a bulk mailing—newslelters,
posteards. and so on—to let those people know theyve
important to you and you haven't lorgotten them. A
friend once told me that people don't forget vou—they
think yowve forgotten then. So keep in touch regularly.
ke me, for example. | didn’t know anvone whon 1
moved here, After cight vears, nsy sphere of influence
inchedes more than 3,300 people. And 1 still get eadls
Do people 1 called directly or from referrals as a result
of cold cudls 1 made several vears ago. In fact, T got so
busy 1 never finished calling all the residents in the 36-
square-mile sector T mapped out. Think about that
when you need to reinforee vour cold-calling efforls—
the payoll may come sooner thas you think. &

RiALror® Taylov is first vice president of Chamberlain,
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